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Oregon’s Lab2Market Initiative

Funded by the National Science Foundation

Managerial Thinking for Technologists 

Short Course Syllabus

September 6 – 9, 2005

2:00PM – 4:30PM

Portland State University [classroom Neuberger Hall (NH) 454] and 

via Live Streaming Video (see www.lab2market.pdx.edu for the link)

This short course has three primary goals:  

(1) to provide an overview of the 4 key elements of the technology commercialization process: Mindset / Superior Network / Resources / Processes (MSRP); 

(2) to allow the participants time to develop their “Elevator Pitch” for the Technology Disclosure Competition on October 14, 2005; and 

(3) to foster networking among the leading innovators around the state of Oregon.

Contact Candace Clement (cclement@nwtechventures.com) to register for this short course.  While the course is free, participants will need to purchase reading materials from the Harvard Business School Publishing website.  The instructions are provided on the last page below.
Before each class session, participants are expected to have read the “Reading Material” specified.  
	DAY
	TOPIC/INSTRUCTORS & GUESTS
	READING MATERIAL

	Tuesday, September 6
	Disruptive Innovation on the Technology Frontier and the Elevator Pitch 

Instructors & Guests:

Jim Huston of Blueprint Ventures & Portland State

Melissa Appleyard of Portland State


	(1) “Developing an Elevator Pitch for a New Venture” (Harvard Note # 9-802-222)
(2) “Next-Generation Lithography (A): Betting on a New Production Technology in the Semiconductor Industry” <found on Lab2Market website>
(Darden, Univ. of Virginia, # UVA-BP-0423; This case can be found online at the Lab2Market website or at: http://it.darden.virginia.edu/explore/    

This web site is under development but it contains useful animations pertaining to the NGL technologies.  Enter the site above( business ( "+" Management Research and Business Cases ( "+" Cases ( Next-Generation Lithography Case A, read the case and when you see “Learn More”—there are two such places—check out the 3D animation.  The first shows you optical lithography.  The second shows you electron beam lithography system and the EUV system.)
(3) “Disruptive Technologies: Catching the Wave”  [Skim this article—concentrate on the diagram entitled: “How to Assess Disruptive Technologies”] 

(Harvard Business Review reprint # 95103)

	
	Questions for Participants to Prepare:
1. At the end of the “Elevator Pitch” reading, there is an example of what a pitch might contain.  Please draft an elevator pitch for your new technology or business concept.  

2. What were the major sources of uncertainty faced by the next-generation lithography project teams?  Which posed the greatest risk?
3. How can you think of the sources of uncertainty in the Bower-Christensen Innovator’s Dilemma framework?

4. Reflect on the key players—IBM, Intel, Bell Labs (Lucent), and equipment vendors like Nikon and ASML.  What would you recommend in terms of forging an alliance agreement with other firms to mitigate the risks involved?  



	Wednesday, September 7
	Managing Intellectual Property in the Context of Partnerships

Instructors & Guests:

Jon Summers of       White & Lee

Sheree Rybak of Klarquist Sparkman

Jack McMaken of AcryMed

Steve English of  Bullivant

Melissa Appleyard of Portland State

	(1) “AcryMed: A Silver Lining in the Dark Cloud of Patent Infringement” 

<found on Lab2Market website>
(Portland State Lab2Market case; AcryMed is a medical device company focused on wound-care technologies; it survived a major IP dispute with a large strategic partner)
(2) “Intellectual Property and Strategy” 

(Harvard Note # 9-704-493)

	
	Questions for Participants to Prepare:
1. What novel product attributes did AcryMed introduce into the wound-care market?  Were the new attributes “disruptive”?
2. How can a financially small company negotiate with a corporate giant about a revolutionary process in a way that will not make the small company vulnerable to either abandonment at a crucial point or theft of its intellectual property?

3. If you were a member of AcryMed’s management team, what would your priorities be in terms of resource allocation going forward?




	Thursday, September 8
	Making University-Derived Technologies Successful in the Marketplace—the Menu of Options

Instructors & Guests:

David McFeeters-Krone of Intellectual Assets

Sandra Shotwell of Alta Biomedical Group

Lynn Stevenson of Alta Biomedical Group

Bill Newman of Northwest Technology Ventures

Melissa Appleyard of Portland State

	(1) “Pixim (A): August 2001” 

(Stanford case distributed through Harvard # SM-118A; Pixim is an example of a startup with roots in a university that went through multiple rounds of VC financing)

(2) “How Venture Capital Works” 

(Harvard Business Review reprint # 98611)

	
	Questions for Participants to Prepare:
1. What value did Pixim’s DPS technology offer relative to the CCD and APS alternative technologies?
2. Pixim received multiple rounds of Venture Capital (VC) funding.  Of the list of Individual Events critical for a company’s success on p.136 of the “How Venture Capital Works” note, which events should have concerned the VCs the most?  Why?  
3. How did strategic partners play a role in the company’s creation of a prototype?
4. If you were Rob Siegel at the August 2001 Pixim board meeting, what would you have presented?


	Friday, September 9
	The Lifecycle of a University-Derived Startup

Instructors & Guests:

Mark Paul of Synergy Consulting Group

Robert Toppel of Axiom 
Melissa Appleyard of Portland State
	(1) “IntelliSense: The Lifecycle of a High-Tech Startup” <found on Lab2Market website>
       (Portland State Lab2Market case; IntelliSense is a CAD company focused on the MEMS market that survived the startup, acquisition, and spinout phases of company evolution)
(2) “Note on Business Model Analysis for the Entrepreneur” 

(Harvard Note # 9-802-048)

	
	Questions for Participants to Prepare:
1. Please bring Elevator Pitches from Day 1.
2. What business model should the “new” IntelliSense follow?  For example, should it be fully integrated as in the past or more focused on a particular segment of the value chain?  Use a “fishbone” diagram from the “Business Model” note to map out the primary drivers of revenue and cost.
3. Would you recommend that the “new” IntelliSense pursue VC financing or rely on organic growth as in the past?  Why? 
 


Biographical Sketches of Instructors & Guests
Melissa M. Appleyard, Ph.D.

Ames Professor in the Management of Innovation and Technology

School of Business Administration, Portland State University

MelissaA@sba.pdx.edu 

Melissa Appleyard joined the faculty of Portland State University’s School of Business Administration in 2003, as one of the first Ames Professors in the Management of Innovation and Technology.  Her undergraduate B.A. degree is in Economics/ International Area Studies from UCLA, and she completed her Ph.D. in Economics at UC Berkeley in 1997.  Her research focuses on how knowledge creation and diffusion catalyze economic growth and business longevity in technology-intensive industries.  Over the past decade, she has concentrated on the global semiconductor industry’s ability to achieve perpetual innovation in design, process integration, and manufacturing.  Prof. Appleyard serves as a research fellow of the Alfred P. Sloan Foundation’s Competitive Semiconductor Manufacturing Center at UC Berkeley.  One of her current research projects explores the unprecedented cooperation across semiconductor firms—including fierce rivals—in the development of next generation lithography systems that pattern silicon wafers on a nanoscale.  She is a co-principal investigator on a three-year NSF Partnerships for Innovation grant called Oregon’s Lab2Market Initiative, which targets the commercialization of technologies from the State of Oregon.  Through a grant from the Alfred P. Sloan Foundation, she also is investigating the “expertise networks” cultivated by engineers at leading companies.  Recently, she has started a new research project on the management of interdisciplinary innovation on the technology frontier.  

Prof. Appleyard’s work has been published in leading academic journals such as California Management Review, Industrial Relations, the Journal of Product Innovation Management, and the Strategic Management Journal.  She has worked with a variety of business organizations on research projects and has written or supervised over fifteen business cases for MBA and executive courses.  Prior to joining the faculty of Portland State University, she was a faculty member of the University of Virginia’s Darden Graduate School of Business Administration.  Both at Darden and as a visiting faculty member at the Tuck School of Business at Dartmouth, she received letters of commendation for MBA teaching performance.  In March 2005, The Business Journal of Portland selected Prof. Appleyard for a “Forty Under 40” award.

Stephen F. English

Shareholder

Bullivant Houser Bailey PC

Mr. English is the Director of Bullivant’s Litigation Department. He has over 30 years of trial experience in state and federal courts in the Northwest. He has tried over 100 cases to verdict. His experience includes business disputes and products liability claims, including Asian Pacific and European businesses; commercial torts, trade secrets, securities, breach of contract, and directors and officers liability. He has served as national, regional and Oregon counsel for international businesses and manufacturers. Mr. English acted as lead plantiff's counsel in the largest investment manager fraud case in U.S. history, representing ERISA plans in pursuit of those responsible for the losses, resulting in a record 80% recovery of over a third of a billion dollars in losses. He recently successfully defended a client in a four week jury trial brought under Oregon's Trade Secret Act.

Mr. English has successfully defended multi-million dollar environmental cleanup litigation involving Superfund sites and other contamination matters at commercial sites around the Northwest. Mr. English also handles sensitive, high-risk matters for large corporate clients.

Since 1999, Mr. English has served as a non-executive member of the Board of Directors of Dr. Marten's Airwair USA, and also served its British parent company as a Member of the Board of Directors from 1999 through 2003.

Jim Huston

Venture Partner

Blueprint Ventures

and

Professor of Commercialization and Innovation

School of Business Administration, Portland State University
jim@blueprintventures.com 

Jim Huston is a Venture Partner with Blueprint Ventures. Jim brings more than 20 years of technology industry experience, having worked and invested in high-tech companies in the Pacific Northwest. Jim has extensive experience spinning out corporate intellectual property from both the corporate and venture capital perspectives.

Previously, Jim served in numerous positions within Intel and Intel Capital. From 2002 – 2004, Jim served as the Director of Strategic IP and led Intel’s acquisition efforts of patents and other IP for growing new businesses at Intel. From 1995 – 2001, Jim was Director of Strategic Investments for Intel Capital where he led Intel’s investment in 17 companies and managed 5 investment professionals who did more than 60 investments during this time. He also served as Intel’s appointed Board Observer for 7 portfolio companies. Prior to joining Intel Capital in 1995 he held marketing and general management positions in Intel’s OEM PC Division, Network Products Division, and Development Systems Operation.

Jim currently serves as a Professor of Commercialization and Innovation at Portland State University’s School of Business Administration, and adjunct professor at Lewis and Clark Law School in Portland, Oregon. He is also on the Commercialization Board of ONAMI, the Oregon Nanoscience and Microtechnologies Institute and serves on the Advisory Board for the Open Business Technology Center, a new business development center dedicated to supporting the formation, funding and growth of new companies and business strategies in open source technologies.

Jim holds an MBA from Northwestern University’s Kellogg Graduate School and a BS in Chemical Engineering from Rose Hulman Institute of Technology.

David McFeeters-Krone

President and Intellectual Property Consultant

Intellectual Assets, Corp.

David has a strong background in licensing from positions with MIT, NASA, and Intel.  Since starting his firm, Intellectual Assets, Corp., he has provided Intellectual Property strategy services to DoD, NASA, Sharp Technology Ventures, Tektronix, Deloitte, OHSU, Providence Medical Center, PSC Inc., and the National Technology Transfer Center (NTTC). Typically his projects entail portfolio triage, technology evaluation, licensing and IP process implementation.

Prior to forming his firm, he served as CenterSpan's (NASDAQ: CSCC) Vice President of Strategic Planning. CenterSpan followed two successful years at Intel where he represented internet communication technologies.

David is a member of the Licensing Executives Society; a contributing author for the Association of University Technology Managers¹ (AUTM) Technology Practice Manual, and often presents on IP licensing issues. David holds a Physics degree from The University of Michigan and an MBA from the University of Pittsburgh.  He is also a recent recipient of the Portland Business Journal’s “Forty Under 40” award and a member of the Innovation Asset Group advisory board.

Jack D. McMaken

President & Chief Executive Officer

AcryMed, Inc.

Mr. McMaken, joined AcryMed in August of 1997 as President and Chief Executive Officer.  After coming to AcryMed he made strategic change in the business model and staff, solidified the capital base, grew the company with multiple product and technology licenses, and since has achieved operational profitability.  

Before coming to AcryMed, Mr. McMaken had extensive experience as a senior manager for consumer, health care and industrial products in both domestic and international markets at Kimberly-Clark Corp. for 15 years.  Prior to Kimberly Clark he held the position of Marketing Director for United Telecommunications Corp. and various management positions in marketing, distribution and sales with Corning Medical.  

Mr. McMaken received his BS in Biology and Chemistry from Vanderbilt University in 1969 and attended the Graduate Schools of Business at Boston College, and University of Chicago.  Mr. McMaken has participated on a number of corporate and public policy advisory boards and as an officer in many trade and professional organizations.  Mr. McMaken is married with three children.

Bill Newman, Ph.D.

Managing Director

Northwest Technology Ventures, LP

whn@nwtechventures.com
With his partner Gordon Hoffman, Bill Newman is a managing director at Northwest Technology Ventures, an $14 million Oregon seed fund focused on technology-based startups arising out of the research sector in both the life sciences and technology. Representative investments include Ambric, which is developing a novel semiconductor architecture; Receptor Biologix, developing receptor antagonists applicable to a wide variety of diseases, and Artielle Immunotherapeutics, which has an immunomodulatory platform based on recombinant receptor ligands. 

Bill earned a Ph.D. in mechanical engineering and applied mathematics prior to starting his career as a university researcher at the Massachusetts Institute of Technology, where he served as principal investigator on NIH-funded research and directed a joint program with the Harvard Medical School to develop and evaluate technology for the treatment of cancer. He also earned an MBA from MIT. He left MIT to found a start-up based on his research, and subsequently entered the venture industry to focus on early-stage investments.

Mark Paul

Managing Partner

Synergy Consulting Group, LLC

Mark Paul has twenty-six years of executive level leadership experience in start-up through Global 500 companies. He spent 10 years at Northrop Corporation (from systems engineering to becoming a director-level business unit manager) - where he built a $50 million business unit in two years, with 250 people reporting to him. He has 16 years of interim executive and leadership consulting experience, where he has led start-ups and public companies. He has a degree in Physics and recently published the 2nd edition to The Entrepreneur's Survival Guide. 

Synergy Consulting Group, LLC enables clients to “outperform themselves” by helping companies attract more customers and improving revenue and profitability. Synergy assesses barriers to exceptional performance then cost-effectively implements high-ROI initiatives to enable clients to dramatically improve their financial and operational performance.

Sheree L. Rybak, Ph.D.

Associate

Klarquist Sparkman, LLP

Dr. Rybak's practice is focused on the preparation and prosecution of patent and trademark applications. Her technical expertise includes biotechnology, including molecular biology, biochemistry, virology, and botany. She also prepares patentability opinions, prosecution and litigation of United States trademarks, and litigation legal research and support. In addition she prepares and prosecutes plant patents.  

Sandra L. Shotwell, Ph.D.

Founder and Managing Partner

Alta Biomedical Group

sandysh@pacifier.com 
Sandra Shotwell is a senior business consultant with 20 years of experience in technology commercialization, management, regional economic development and spinout company formation.  She served as Technology Licensing Associate for Stanford’s Office of Technology Licensing, established and led the new National Institutes of Health Technology Licensing Branch, which included responsibility for the Centers for Disease Control and the Food and Drug Administration.  She also directed the Oregon Health Science University Office of Technology Research and Collaborations, spinning out half a dozen companies.  She co-founded Alta Biomedical Group in 2000, and has worked on a variety of consulting projects for public and private clients.  

A former board member for Virogenomics, Inc. and the Association of University Technology Managers, Dr. Shotwell currently serves on the board of directors of the Stanford OTL Gap Fund, the Oregon Bioscience Association, and the International Sustainable Development Foundation.  Dr. Shotwell did neuroscience research as an undergraduate, graduate and postdoctoral fellow at Princeton University, Caltech and Stanford University.

Lynnor B. Stevenson, Ph.D.

Founder and Managing Partner

Alta Biomedical Group

lynnor.stevenson@verizon.net 

Lynn Stevenson is senior executive with thirty years of experience in management of high technology ventures, many based on university research.  Five of the companies are now public, three were acquired.  Stevenson has also served since inception as a board member for a public company that she co-founded in 1988.  She relocated one company from California to Colorado and helped to select Louisiana as a manufacturing site for another California Company.  Stevenson co-founded Alta Biomedical Group in 2000 and has worked on a wide variety of consulting projects.  She has also written many business plans for small companies.  

As Director of Technology Transfer at the University of Oregon, Stevenson assisted in company formation and recruitment of companies to the Riverfront Innovation Center.  She was a Member of the Advisory Committee for Pacific Northwest National Laboratory (PNNL) for six years.  Stevenson also served, for ten years, on the Board of Directors of the Oregon Bioscience Association.  As Chair for five years, Stevenson was actively involved in the activities of OBA including recruitment of companies.  Stevenson also has served as a member of the Oregon Bioscience and Medical Technology Alliance and the Capital and Business Formation Committee of OCKED.

Jon R. Summers

Partner

White & Lee, LLP

Mr. Summers is an attorney and CPA who represents technology and emerging growth companies with respect to the formation, securities, corporate governance, and transactional matters. He counsels clients on venture capital and angel financings, mergers and acquisitions, strategic alliances, technology licensing and general business matters for privately-owned companies in several technology sectors, including semiconductor, electronic design automation, software, telecommunications and networking, security, medical devices, and biotechnology.

Prior to his legal career, Mr. Summers worked for four years for an international public accounting firm as a financial statement auditor where he earned his certified public accounting license in 1989.

Robert Toppel

Vice President

Ambitech International, Inc., Axiom Operations

Axiom is an Electronics Manufacturing Service Company that specializes in sophisticated electronics assembly for the computer, communications, medical, industrial, and aerospace industries.

Prior to joining Axiom Electronics, Inc. in 1991, Mr. Toppel was the Division Engineering Manager of the Digital Instrument Division at Tektronix, Inc.  The Digital Instrument Division provided a broad range of digital and analog development tools and instruments.

Mr. Toppel was the co-founder of Breeze Test Instruments, Inc., a test instrument company that designed and manufactured low cost logic analyzers.  Breeze was acquired by Tektronix in 1986.

Mr. Toppel holds a Bachelor's degree in Physics from the University of Colorado at Denver.

Instructions for Lab2Market Material on the Harvard Business Online Website

While 3 of the business cases (Next-Generation Lithography, AcryMed, and IntelliSense) will be available on the Lab2Market website (http://www.lab2market.pdx.edu/) by following the link to the “short course,” the remaining items must be purchased from the Harvard Business Online website.

To access those materials, click on the link below:

http://www.hbsp.com/relay.jhtml?name=cp&c=c45475  

If you have not registered with Harvard Business Online, you will be required to do so. The above URL will provide you with a list of required materials for use in this course.

The downloaded course materials are encrypted using SealedMedia. Use the following link to download the plug-in.

http://download.sealedmedia.com/unsealer/index.asp  

***NOTE: on occasion, SealedMedia has given users problems.  If you experience problems, please call the 800 number below for assistance.  If you continue to have problems, contact your instructor.

You will have immediate access to the materials upon placing your order, for subsequent access, you must login to http://harvardbusinessonline.org  

For technical assistance, please view the Quick Tips section or contact Harvard Business School Publishing at 1-800-810-8858 or 617-783-7700. They are open 8am-6pm Eastern Standard Time. They can also be reached at techhelp@hbsp.harvard.edu  

COURSE DETAILS 

Professor Information:

Professor MELISSA APPLEYARD

Course Information:

Course Name: Lab2Market

Course Number: 1

Course Level: EXEC_ED

Course Start Date: 08/2005

Reference Code: c45475

Professor Display Names: MELISSA APPLEYARD

Student Access URL: http://www.hbsp.com/relay.jhtml?name=cp&c=c45475 

PAGE  
1

_1186570814.bin

